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1. Introduction 
1.1. HOUSING DEVELOPMENT INDUSTRY IN MALAYSIA 
Housing is a basic human need that not only serves as a shelter, but also is a simultaneous source of luxury, 
investment, privacy, and comfort. In Malaysia, the housing sector is an indispensable indicator of economic 
empowerment because the meeting of housing needs for all people has long been an objective of national 
policy [1]. Housing is an important wealth constituent [2] that affects the welfare of all people either 
directly or indirectly [3] in the form of improved living environments. Moreover, the housing sector 
significantly affects the macroeconomy of Malaysia: in 1996, it contributed 4.5% to the growth domestic 
product [4] and acted as a tool to ‘pump prime’ the economy following the Asian financial crisis from 1997 
to 1998 [5]. 
Residences cannot be developed without housing developers [6]. According to Jaafar et al. [7], housing 
development is the provision of money to build residential estates under stipulated rules and regulations. 
Such development is a localized [8], unique, and high-risk industry given the imposition of regulations [7] 
that may inevitably affect the construction process. To start a housing development business, entrepreneurs 
should have a large cash capital of no less than RM 250,000 [9]. Therefore, such entrepreneurs must have a 
disposition for risk-taking. By contrast, Abdul-Aziz et al. [10] claim that housing developers are risk-averse 
and that they maximize profits without thinking overly about risks and challenges. 
Jaafar et al. [7, 11] also define housing developers as the chief coordinators that construct residential 
dwellings for sale and profit. Housing developers convert on-paper ideas into housing products [12] as 
project initiators [6]. In Malaysia, housing developers must obtain a license from the Ministry of Housing 
and Local Government (MHLG) [13], and they are encouraged to register as members of the Real Estate 
and Housing Developers’ Association Malaysia (REHDA) [14]. Khalid [15] has also defined the term 
‘private housing developers’ as businesses/entrepreneurs who provide housing units for sale. These 
businesses/entrepreneurs hold both an MHLG license and a membership in REHDA. However, Jaafar and 
Wan-Daud [16] contend that those who have developed four or fewer housing units, or who have sold four 
or fewer lots of land, cannot be considered housing developers because they deviate from the Housing 
Development Act (Control and Licensing) established in 1966. Therefore, they are known as micro-housing 
developers in the current study. With regard to size (in terms of number of houses), small-scale developers 
have developed 5–49 houses; medium-scale developers have built 50 –200 housing units; and large-scale 
developers have erected more than 200 units for each project. 
Programme: Ninth Malaysia Plan (2006–2010) 
 Low cost: Medium cost: High cost: 
Public sector 85,000 27,100 28,700 
Low-cost housing 67,000 - - 
Housing by commercial agencies 13,500 8,200 4,700 
Housing by land schemes 4,500 - - 
Institutional accommodation quarters for staff - 18,900 24,000 
Private sector 80,400 183,600 199,095 
Private developers 77,700 178,000 194,495 
Cooperative societies 2,700 5,600 4,600 
Total 165,400 210,700 227,795 
TABLE 1. 
Housing targets of the public and private sectors in Malaysia (units) 
[i] - Source: Malaysia (2006) 
Both the public and private sectors provide housing in Malaysia. Since the declaration of the country’s 
independence, the public sector has assumed the role of providing housing for people. The housing projects 
constructed by this sector are normally funded by the government, and these funds are allocated from the 
national budget [17]. Nonetheless, Jaafar et al. [11] note that private housing developers are also key 
suppliers of new housing in Malaysia. Thus, they have considerable influence on the industry. Their 
housing schemes are normally self-financed, deposited through would-be buyers, or obtained from the 
financial market [17]. In fact, the private sector has provided houses more effectively than the public sector 
under the National Housing Policy [18] given the economic conditions that allow the private sector to 
secure high returns in the industry [14]. 
The housing development sector in Malaysia has transformed significantly since the country gained its 
independence in 1957 [10]. In the Second Malaysia Plan (from 1971 to 1975), the private sector increased 
its influence when the government sought the cooperation of private developers in the provision of low-cost 
houses. As per this plan, at least 30% of the houses in each private housing project must be low cost. The 
private sector has exceeded this set target by providing a surplus of 41%, 29.4%, and 116% of houses over 
the past three consecutive Malaysia Plan periods (1991–1995, 1996–2000, and 2000–2005, 
respectively). Table 1 shows the actual housing provision target for the period of 2006–2010 in Malaysia. 
In the Ninth Malaysia Plan, the private sector is required to construct 80,400 low-cost housing units, 
183,600 medium-cost units, and 199,095 high-cost units. Unfortunately, the government has not 
documented the statistics for the targets in the Tenth Malaysia Plan (2011–2015) and for the housing 
erected by the public and private sectors. 
1.2. HOUSING DEMAND AND SUPPLY 
The universal demand for housing increases over time primarily as a result of demographic trends and 
rising income [19]. Since the rapid urbanization that began in 1960, a significant budget has been allocated 
for housing provision in every five-year Malaysian development plan, especially for the urban areas [20]. 
The main factors that spur the strong housing demand are population growth and age profile, urbanization 
and migration, and household income. However, gender, occupation, education, and transportation costs 
also influence high public demand. Moreover, housing demand can also be associated with the preferred 
housing choices of local homebuyers, which mainly vary in terms of housing category, zone, project size, 
and project period [21]. 
Year Numbers (Million) 
Average annual growth 
rate (%) 
Population density (persons per 
sq. km.) 
Urbanization 
(%) 
1970 10.4 3.9 31.0 26.9 
1980 13.7 2.3 42.0 34.2 
1991 18.4 2.6 56.0 50.6 
2000 23.3 2.6 71.0 61.8 
2010 28.3 1.9 85.0 71.0 
2020 31.6 1.1 95.0 83.0 
TABLE 2. 
Population growth, density, and urbanization of Malaysia (1970–2020) 
[i] - Source: Malaysia (2006) 
Table 2 indicates population growth, density, and urbanization in Malaysia from 1970 to 2020. The 
Malaysian population has increased from 10.4 million to 28.3 million at an average rate of 2.5% over the 
past four decades (1970–2010), which denotes an increase of almost three times. The population size is 
expected to reach 31.6 million in 2020 at an average growth rate of 1.1%, as per the projection of 
statisticians. The population density in Malaysia increased from 31 people per square kilometre in 1970 to 
42 in 1980, then to 56 in 1991 and to 71 in 2000. Likewise, the level of urbanization in this country also 
increases. The percentage of the population residing in urban areas increased from 26.9% in 1970 to 34.2% 
in 1980 and 50.6% in 1990. By 2000, more than two-thirds of the population (61.8%) was located in the 
urban areas of Malaysia [22]. Studies by national scholars [19–20, 23] substantiated this scenario by 
reporting the decline of the rural population to 36% and the steady growth of the urban populace in 2005. 
These circumstances aggravate competition among private housing developers to fulfil housing needs and 
enhance housing development in the country. 
The Malaysian government addresses the substantial increase in housing demand through the MHLG. This 
department has actively set the direction for national development plans with respect to housing [4]. At 
present, it provides input and directs issues related to housing deliberation, needs, and target numbers. 
Furthermore, it collaborates with other parties to implement related programmes, strategies, and plans. 
Aside from the aforementioned responsibilities, the critical role of MHLG is to monitor the effectiveness of 
housing procedures in Malaysia to protect the benefits of all stakeholders. 
1.3. HOUSING POLICIES IN MALAYSIA 
The Malaysian government has formulated a set of policies to strengthen the involvement of the private 
sector in housing production and delivery [14]. Its housing policy is definitive, and is articulated adequately 
in all of the five-year Malaysia Plans [24]. Furthermore, this policy primarily aims to ensure that all 
Malaysians have access to adequate and decent shelter to eliminate slum dwellings and squatter living 
areas. The MHLG plans the regulation of residential developments, issues licenses and permits for 
advertisement and sale to housing developers, and ensures that all parties involved abide by all of the 
legislations and regulations through proper enforcement and by providing necessary financial assistance 
[5]. Specifically, the ministry is tasked with enforcing housing-related laws and regulations to safeguard the 
interests of homebuyers [25]. The MHLG also considers applications for development and for the licensing 
of housing developers in Peninsular Malaysia [9]. 
The Malaysian housing industry is highly controlled by several laws, policies, and guidelines, which 
include the National Land Code (NLC) 1965, Government Act 1976 (Act 171), Uniform Building By-Law 
1984 (UBBL), Environmental Quality Act 1984, Local Government Act 1976, Street, Drainage and 
Building Act 1974 (Act 133), Town and Country Planning Act 1976 (Act 172), Town Planning Act 1995, 
Housing Developers (Control and Licensing) Act 1966, Strata Titles Act 1985, Fire Services Act 1988, and 
Sewerage Services Act 1993, as outlined by Abdullah et al. [26]. In addition to these laws, housing 
developers who design the layout of proposed housing projects should consider the requirements imposed 
by the local authority and the demand factor of the project [15] to ensure business survival. 
1.4. HOUSING DEVELOPMENT PROCESS 
To implement a housing development project, homebuilders should perform the following: acquire land, 
alter land use to suit the intended development purpose, integrate resources required for the projects, 
interpret the demand and supply of the market, provide housing units, and finally sell the completed houses. 
Furthermore, actual housing projects must also incorporate the provisions of various prescribed facilities 
and amenities as well as safeguard the environment [27]. Jaafar et al. [28] posit that the most critical 
supporting factors of housing development are finance, land, building materials, and consultancy services. 
Appointed consultants, who generally include architects and engineers, must follow all of the regulations 
imposed by the government; these regulations include obtaining permission approval, following the 
guidelines for construction activities, and adhering to the conditions imposed upon completion of a project, 
such as procedures for procuring a Certificate of Completion and Compliance (CCC). 
Figure 1 presents the processes and procedures involved in project development. Jaafar and Wan-Daud [16] 
state that the practices are quite similar for both large and small projects. However, micro-developers 
without a development license must provide certain infrastructure facilities, such as elevated water tanks, 
electricity sub-stations, and other public amenities. 
 FIGURE 1. 
Developing New Micro-Housing Developers through Training 
Hynes and Richardson [29] define training as a knowledgeable initiative to educate specific skills for the 
enhancement of individuals and organizations. Training nascent entrepreneurs is important because it 
encourages a tendency to start a business [30] and boosts the likelihood of entrepreneurial intention [31]. 
According to de Mel et al. [32], increased profits and improved management practices can be formed with 
efficient training, which is believed to reduce the rate of business failures [33]. An ideal scenario could be 
achieved if entrepreneurs can quickly adapt to the industry and the environment. As a part of 
entrepreneurial activities, the success of housing entrepreneurs also depends on flexibility and 
uncertainties. 
The Malaysian housing sector is commonly referred to as ‘a rich businessman’s game’ that is monopolized 
by large companies, including S P Setia Berhad, Sunway Berhad, Mah Sing Group Berhad, Paramount 
Corporation Berhad, UM Land, and a few government-related agencies. The lucrative returns of the 
housing sector have attracted companies from different sectors to join the industry. Sime Darby Plantation, 
YTL Communications, and Naza Motor Trading Sdn Bhd are only a few examples of mega players in other 
industries that have diversified into the housing sector. In view of the high impact of the industry toward 
the environment, people tend to recognize these giant companies and ignore the existence of small and 
newly established companies. The existence of micro-and small housing development firms has been 
mostly ignored, particularly in large Malaysian cities, such as Kuala Lumpur, Penang, and Johor Bahru. 
Land cost is the main constraint for the start-up and survival of such firms. However, small and new firms 
can still take advantage of the less developed cities in Malaysia, where the land cost is still affordable. 
Many micro-and small housing developers operate in East Peninsular Malaysia, particularly in Kelantan 
and Terengganu, because of the lack of houses provided by large housing developers in this area. 
As previously mentioned, private housing developers in Malaysia register with the Real Estate and Housing 
Developers’ Association (REHDA). With branches in each state of Malaysia, REHDA serves a central 
function in ensuring that the views of housing developers are heard by relevant authorities and government 
agencies [15,28]. The REHDA Institute is responsible for providing courses and training to the industry 
players. The main task of REHDA Institute is to address and facilitate the training and education of the 
industry. Courses and seminars offered for industry players are related to 
legislation/regulations/policies/procedures, corporate/financial aspects, technical and infrastructure aspects, 
property market data, analytical tools, and marketing prospects. According to a survey by Ali [5], housing 
developers noted that the courses organized by the government sector, the private sector, or NGOs are more 
focused on the acts and licensing of the housing process than on the procedures or technical aspects. 
Elias and Pihie [34] reveal that attending courses and seminars, especially after starting a company, 
promotes entrepreneurship and influences the success of an entrepreneur and a firm. Moreover, Ali [5] 
indicates that attending courses and seminars for business start-ups can ensure the smooth operation of a 
company. Attending short courses can be considered informal education, which has been recognized as an 
important tool for providing excellent exposure and information to an individual striving to become an 
expert, skilful, and well-trained entrepreneur. Examples of informal education (can be reaped by 
participants) on the part of housing developers are personal networking with other experienced 
entrepreneurs [35] and having a mentoring relationship with industry experts [36]. Exchanging ideas and 
opinions, participating in first-hand learning, and sharing experiences with fellow participants are all 
beneficial practices that housing entrepreneurs can utilize to achieve business longevity in the future [37]. 
2. Training modules 
For this case, training provision recognizes the importance of entrepreneurial development in gaining 
insight into the business environment in which the business operates. The previous section provides 
profound justifications for the need to train new micro-and small housing entrepreneurs. In consideration of 
the high capital requirements for starting a business, the strategy of this course is to simultaneously equip 
micro-and small housing developers with managerial skills and technical knowledge. Given their lack of 
exposure to the housing business, people tend to associate the housing sector with high-risk production that 
requires high capital and involves long approval process. The aforementioned factors are among the main 
restrictions that hinder people from participating in this industry, thereby gradually creating a wide gap 
between large and small housing developers in Malaysia. Thus, the School of Housing, Building, and 
Planning of Universiti Sains Malaysia has formed a strategic partnership with an inspiring industry player, 
Maka Corporation Sdn Bhd, to offer courses on how to improve the potential of new housing developers in 
Malaysia. The decisive collaboration between the two parties has successfully produced basic and 
advanced modules for training new and existing housing developers. The main objective of this endeavour 
is to ‘turn the potential entrepreneurs into knowledgeable housing developers’ with marketing, 
management, and basic financial skills. 
The first course was an introductory course on the housing development business and was conducted in 
June 2009. This course discusses the fundamental aspects of housing development to motivate nascent 
entrepreneurs to become fully-fledged housing developers. After a series of basic courses, due to high 
demand from the public, an advanced course was formulated to expose new developers and existing 
industry players to the current knowledge and industrial matters for project and business survivability. 
Introduced in August 2010, the advance course includes three aspects; inter alia entail industry updates, 
project management, and strategic management of the firm. The two-day course involves various speakers 
from government agencies, successful housing developers, and experienced consultants. The courses were 
held in select hotels in Kuala Lumpur because this capital city is a business hub for all Malaysians. The 
hotel arrangements and marketing of the courses were made by both parties, mainly through Internet 
marketing and brochure distribution. Among the courses offered, the least frequent is available once a year. 
The modules were reviewed and modified occasionally on the basis of the comments given by the 
participants to ensure the relevance of the content. The following section presents the latest module 
developed by the two organizations. 
2.1. TITLE OF BASIC COURSE: ‘KURSUS ASAS PEMAJUAN HARTANAH PERUMAHAN’/BASIC 
COURSE ON RESIDENTIAL PROPERTY DEVELOPMENT 
The objectives of the introductory course are as follows: 
a. To offer knowledge on housing development with regard to basic requirements for entrepreneurs to 
start a career as housing developers. Emphasis is placed on the requirements imposed by current 
housing laws and specific acts. 
b. To expose prospective house builders to the related processes, procedures, and legislations of housing 
development—from acquiring or purchasing land to handing over the houses to homebuyers. Such 
exposure includes conversion and subdivision of land, obtaining approval for building plans, 
application for developer licenses and advertising permits, as well as obtaining ‘Certificates of 
Occupancy’ and other pertinent requirements and documents. 
c. To present holistic guidance in planning and developing properties, such as training on how to 
conduct feasibility studies, plan cash flows, and prepare progress and project management reports. 
d. To find proof for, or to verify, financing and insurance facilities available to house buyers and project 
developers. 
e. To provide participants with opportunities to acquire first-hand experiences while receiving support 
and guidance from experienced developers on how to be successful. 
The module includes the following: 
1. Introduction to the Housing and Property Industry: 
• Current scenario of the housing industry in Malaysia. 
• Significance of the industry. 
• Strength, weakness, opportunity, and threat (SWOT) analysis. 
• Housing demand and market analysis. 
2. Career as Housing Developers: 
• Who is the developer? What does he/she do? 
• Requirements of a housing developer. 
• Career opportunities provided by the industry. 
• Advantages of being a developer. 
• Step-by-step strategy for becoming a developer. 
3. Procedures for Land Acquisition: 
• Type of land ownership. 
• Guidelines for land acquisition. 
• Identification of strategic land. 
• Direct purchase vs. joint venture (JV). 
4. Terms and Conditions for Property Development Approval: 
• Application for planning approval. 
• Application for land conversion and subdivision. 
• Building and infrastructure plan approval. 
• Application for occupational certificate for handing over a property. 
5. Procedures in Acquiring Developer’s License and Advertisement Permit: 
• Application for a developer’s license. 
• Application for a sale and advertisement permit. 
• Facilities provided in portal MHLG. 
6. Housing Sale and Marketing Strategy: 
• Recognizing the housing market through statistical data. 
• Marketing mix— the 4Ps principle (product, price, promotion, and place). 
• Convincing people to purchase. 
7. Common modes of marketing—advertisement, promotion, agent, etc. 
8. Bank Financial Loan Facilities: 
• Funding facilities provided by banks. 
• Preparation of a working paper. 
• Application and claim conditions and procedures. 
• End financing for purchasers. 
• Conditions of offer. 
9. Treasury Housing Loan Facilities: 
• Funding facilities provided by the Treasury Department, Ministry of Finance. 
• Application and claim conditions and procedures. 
• Conditions of offer. 
• Common mistakes made by applicants. 
10. Cash Flow Analysis: 
• Factors that affect project viability. 
• Feasibility analysis. 
• Cash inflow and cash outflow. 
11. Project Implementation and Control: 
• Procedures and types of contract. 
• Progress and performance report. 
• Monitoring your project. 
12. Strategy for Initiating Business in Housing Industry: 
• Starting a housing business. 
• Dos and don’ts. 
• Project development from the contractor and developer perspective. 
2.2. TITLE OF ADVANCED COURSE: ‘KURSUS LANJUTAN PEMAJUAN HARTANAH 
PERUMAHAN’/ADVANCE COURSE ON RESIDENTIAL PROPERTY DEVELOPMENT 
The objectives of the advanced course are as follows: 
a. To expose the participants to current updates and future prospects of the Malaysian housing industry. 
b. To impart up-to-date information on government policies and procedures. 
c. To guide the entrepreneurs toward business enhancement, especially in terms of project and financial 
management. 
d. To provide knowledge on the latest tax principles affecting developers. 
e. To share novel project designs and innovations for the participants to implement. 
f. To identify strategic issues of the development process to ensure firm capability. 
The module includes the following: 
1. Property Market Survey: Present and Future: 
• Current market and related data on the real estate sector. 
• Demand and supply in every Malaysian state. 
• Prospects of the industry. 
2. Implementation of Industrialized Building System (IBS) in the Real Estate Industry: 
• Introduction and concept of IBS. 
• IBS applications, procedures, and rules. 
• Advantages of IBS implementation. 
• IBS manufacturers in Malaysia. 
3. Strata Titles Act 1985: 
• Introduction to Strata Titles (Amendment) Act of 2007. 
• Types of available schemes and strata title application. 
• Application and processing procedure. 
4. Innovations in the Development of Housing Projects: 
• Sustainable project planning and integration. 
• Development concept based on green technology. 
• Recent innovations in project and housing design. 
5. Effective Financial Management for Developers: 
• Introduction to financial management for housing developers. 
• Managing a project and company cash flow. 
• Project feasibility analysis: cost, income, profit and loss, internal rate of return, etc. 
• Overcoming cash flow deficits. 
6. Taxation Matters Affecting Developers and the Housing Industry: 
• Amendments to the Property Gains Tax Act of 1976. 
• Tax management system for housing developers. 
• Tax planning strategy for housing developers. 
7. E-Marketing for Developers: 
• Importance of new media. 
• Types of online advertisement. 
• Guideline for effective Internet marketing. 
• Facebook adverts: data comprehension and profit calculation. 
8. Key Performance Indicators (KPI) for Housing Firms: 
• Definition of KPI. 
• Job scope and performance target of a company. 
• Scorecard preparation. 
• KPI management as a performance benchmark. 
9. Goods and Services Tax (GST): Implementation and Impacts: 
• Introduction to GST. 
• Scope and mechanism of GST. 
• Key terms of GST. 
• Accounting effects and issues. 
10. Branding for Housing Firms and Products: 
• Strength of branding for image consolidation. 
• Branding strategy and its effects. 
• Relationship between branding and reputation. 
• Paradigm shift for rebranding of housing developers. 
3. Assessment of the effectiveness of the courses 
For each course, the participants will be given a feedback form on which they can indicate their satisfaction 
with the course. The survey form is divided into four sections: evaluation of programme objectives, 
content, presentation, and overall appraisal. Nonetheless, for reference, the introductory course entails 11 
presentations, whereas the advanced course involves ten presentations over a two-day workshop. 
Throughout the course, a three-point Likert scale comprising (1) Poor, (2) Good, and (3) Excellent ratings 
is applied. The measurement of mean value is used in this study to gauge the operationalized constructs. 
The subsequent analysis reveals the responses obtained from the latest courses handled by both parties. 
3.1. INTRODUCTORY COURSE 
Date of the course: 18–19 December 2013 
Number of participants: 101 
Number of responses: 84 
Constructs Mean Value 
Programme Objectives  
(a) What is your overall view of the programme? 2.40 
(b) How do you rate the quality of the programme content? 2.33 
Programme Contents  
(a) Ease of understanding 2.44 
(b) Presentation effectiveness 2.30 
(c) Fulfilling self-development 2.39 
Presentation Assessment  
How do you assess the performance of each presentation?  
(a) Presenter Paper 1 2.30 
(b) Presenter Paper 2 2.45 
(c) Presenter Paper 3 2.27 
(d) Presenter Paper 4 2.40 
(e) Presenter Paper 5 2.70 
(f) Presenter Paper 6 2.31 
(g) Presenter Paper 7 2.58 
Constructs Mean Value 
(h) Presenter Paper 8 2.31 
(i) Presenter Paper 9 2.29 
(j) Presenter Paper 10 2.52 
(k) Presenter Paper 11 2.32 
TABLE 3. 
Mean values for analysis of introductory course 
3.2. ADVANCED COURSE 
Date of latest course: 18–19 June 2014 
Number of participants: 105 
Number of responses: 81 
Constructs Mean Value 
Programme Objectives  
(a) What is your overall view of the programme? 2.54 
(b) How do you rate the quality of the programme contents? 2.48 
Programme Contents  
(a) Ease of understanding 2.51 
(b) Presentation effectiveness 2.35 
(c) Fulfilling self-development 2.38 
Presentation Assessment  
How do you assess the performance of each presentation?  
(a) Presenter Paper 1 2.42 
(b) Presenter Paper 2 2.10 
(c) Presenter Paper 3 2.27 
(d) Presenter Paper 4 2.19 
Constructs Mean Value 
(e) Presenter Paper 5 2.49 
(f) Presenter Paper 6 2.48 
(g) Presenter Paper 7 2.44 
(h) Presenter Paper 8 2.31 
(i) Presenter Paper 9 2.80 
(j) Presenter Paper 10 2.53 
TABLE 4. 
Mean value for analysis of advanced course 
Comparatively, both courses performed satisfactorily, because all recorded mean values were above 2.10. 
Thus, at least 70% of the participants are satisfied with the services provided. Only a few dimensions 
require improvement, especially in terms of speaker presentation skills. Two presenters from the advanced 
course received a slightly lower score (mean=2.10, mean=2.19) compared with the other trainers. Thus, the 
organizer plans to replace the speakers with new appointed individuals who have more credibility. Good 
assessments from the participants are rather unexpected and can be attributed to with the module prepared 
by the organizers. Notably, the developed modules are highly related to the indispensable aspects of 
housing development, such as location, marketing, financial management, and product enhancement. 
Interestingly, Jaafar et al. [11] reported similar dimensions of findings for Malaysian homebuilders in terms 
of considering the preceding elements to succeed in this area. Given these facts, Banomyong and Supatne 
[38] emphasize the magnitude of networking (shall be elicited from short courses/trainings), and highlight 
that residential developers should jointly possess know-how and know-who to remain competitive. 
Short courses are undoubtedly suitable for businesses because entrepreneurs have difficulty in fully 
committing their time for a long period of study [39]. Indeed, the courses elicited positive comments from 
participants. Based on the open-ended question enclosed in the feedback form, a number of positive 
suggestions were made such as, ‘...very good in terms of course module, though inadequate time 
provided,’ ‘...the capability to insert a slot on innovation is laudable...’ and ‘an enjoyable course with 
relevant contents...’ The positive responses were demarcated, and several participants from the introductory 
course look forward to attending the advanced course. Moreover, a few responses provided some 
suggestions for improvement, especially in terms of module development. A significant number of 
participants recommended a site visit/case study and experience-sharing session, as well as additional slots 
on marketing and finance to be included in the next courses. Notwithstanding the constructive remarks 
from participants, the courses need to undergo some modifications to further improve the content and 
methods of presentation. Pragmatically, both courses have successfully bridged the gap between theory and 
practice. 
4. Conclusion and industry implication 
This book chapter provides different contributions to the research aspects, because these assessments are 
based on the training programme offered to industry players, and the contents are very much related to their 
business and project operation. The course on entrepreneurship training is the first course of its type to be 
offered in the housing development industry in Malaysia. With an interest in increasing the number of 
entrepreneur participants in the industry, the course must be of relevance to increase the knowledge of new 
entrants and existing industry players. Previously, training has been associated with specific traits known as 
‘competencies’ [40], which consist of traits, skills, knowledge and attitudes [41). The improvement of these 
four characteristics will improve the individual performance of a job. These courses have covered all of the 
four competency aspects, and the survey indicates high satisfaction from the participants. 
Although some scholars neglect the importance of human resource management, recent studies have 
proposed different views on training courses (c.f., 16,31–32,37,42–43), with the assumption that training 
will generate better products and an enhanced business environment. Training and career development are 
vital to any firm or organization that aims at progressing. Aside from employees having to attend training 
courses, owners/managers should also consider expanding the knowledge base through short-term courses. 
Owners/managers have insufficient time to attend training courses [40]. However, given proper time 
management and the worthwhile content of such courses, owners/managers are willing and eager to 
participate. Moreover, training programmes for nascent entrepreneurs can have important positive effects 
on economic development. In Malaysia, which has a housing development industry that is becoming 
conspicuously arduous, the presence of two-tier relative courses is welcome because the success of housing 
entrepreneurs can be nurtured without merely relying on personal attributes [7]. 
The initiative taken by the School of Housing, Building, and Planning of Universiti Sains Malaysia with 
strategic partners from the housing industry to set up modules on developing and empowering new housing 
developers in Malaysia shall be extolled and encouraged. Indeed, the dearth of entrepreneurship courses in 
the housing sector in Malaysia has resulted in a high demand for entrepreneurship education. The REHDA 
Institute only offers specific courses to existing players in the industry. Such a need is apparent in the 
number of attendees of both courses, with each course attracting more than 100 participants from various 
parts of Malaysia. The courses have not only attracted newcomers to the industry, but also existing players 
who are keen on gaining additional knowledge on project and business management. The housing industry 
has been acknowledged to have links to more than 100 upstream and downstream supply chains, and these 
training courses can serve as a good platform for them to meet and introduce themselves. Therefore, the 
programmes presented in this study can fill the research gap to nurture and nourish new industry players in 
the housing field. On a related note, the designed activities ensure the sustainability of entrepreneurial 
activities and supply alternative means for entrepreneurial cognition, intention, and readiness in a profound 
manner. 
The annual increases in the population and urbanization of Malaysia have resulted in factors that highlight 
the need for increased shelter—particularly in urban areas—thus increasing the demand on developers to 
provide additional houses and encouraging new players to enter the industry. With proper training and 
guidance, these new players will survive and will be able to compete with a larger group of industry actors. 
Housing developers should basically be furnished with knowledge and information regarding current 
market preferences. Mano et al. [37] believe that training courses provide a concrete stage for entrepreneurs 
to be proactive in obtaining customers. This step will inadvertently drive the sales margin toward a superior 
performance [43] because of changes in business practices [32]. An in-depth understanding of targeted 
consumer behaviour and attitude is critical for success, and for creating signature developments of 
outstanding quality and value. In addition, the existing Malaysian housing entrepreneurs need to have an 
acute understanding of entrepreneurial orientations in order to succeed in their ventures. Entrepreneurial 
orientations include confidence, courage, strong willpower, risk-taking, creativity, and innovativeness, all 
of which can be embedded within cognitive development through short courses, training and mentoring 
programmes, or even academic seminars and conferences leading to knowledge empowerment. 
Henceforth, this trend should be emulated by other academic institutions around the globe in partnership 
with industry players. With this effort, the gap between theoretical value and pragmatic approach can be 
further minimized or even eliminated. Based on the perspectives of various parties involved in the 
programme (either participants or trainers), such courses are regarded as significant to the industry. 
Moreover, collaboration with local leaders with vast experience in this sector, as well as with the ministries, 
state government authorities, and other fellow players in the industry, is favourable for providing the 
required knowledge and information to prospective entrepreneurs. Meanwhile, a strong connection with 
successful mega players should be moulded for monitoring and mentoring purposes. From what has been 
accomplished, the mentoring programme has received positive feedback from industry players and has 
provided a new platform for educators, industry players, and relevant stakeholders to transfer their 
knowledge and share their valuable experiences with nascent developers. These challenging endeavours 
have given the university a good reputation and positive image. The training course is continuously being 
developed for future benefits to the industry. 
From the researcher’s viewpoint, the publications on industry training provided by the university and their 
industry partners are quite limited. This kind of strategic partnership will facilitate a win-win situation on 
both sides. Having a certificate from the university provides extra value to the courses, while private 
partners can support the module development. An overly academic approach would not be appropriate to 
practitioners. Changes in the modules according to new industry updates, rules, and regulations, would 
require input from private partners. Besides this, action research could be performed on these industry 
players to enhance the knowledge transfer between these two parties. 
 
